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1.  What were the project goals and were they achieved?

The goal was to establish a program to provide research services and information for high growth/Targets of Opportunity companies to help them be more competitive. The objectives were to:

· Expand opportunity – job growth and growth of firms

· Grow quality – average payroll per employee relative to the region

· Improve competitiveness and nurture regional specialization

· Develop potential for career advancement

· Create inter-industry linkages

This would be accomplished by providing research and information on competitors and 

Their strategies, industry trends and forecasts, market size and sales, market demographics and psychographics, market research reports, potential market niches, prospective partners and resources, marketing lists and leads, GIS and social networking.

The outcomes listed in the grant contract were to publicize the program, hire a research specialists, schedule consulting for high growth companies, inventory local partner resources, conduct research for Targets of Opportunity companies, develop an evaluation tool for the program, and to implement a funding strategy to establish the service on an ongoing basis.
The program was created and a research specialist was hired. In the first year 29 businesses were assisted and over 640 hours of research was provided.

2.  What were the activities undertaken and accomplishments through the completion of this grant?
Businesses assisted were as follows:

· Solar products company

· Coffee roasting company

· Manufacturer of musical instruments

· A creamery

· Manufacturer of temporary shelters used in recovery from natural disasters

· Several food manufacturers

· Website designer

· Advertising agency

· Robotics manufacturer

· Several jewelry manufacturers

· Manufacturer of mobile homes

· Cheese producer

· Telecommunications company

· Casino

· Hair product manufacturer

· Fertilizer producer

· Winery

· Others

Research Examples

All research projects were organized around focused questions agreed upon by the client and CI researcher.  Examples of these questions/research projects are as follows:

· Analysis of a potential business venture: What are the costs and resources needed for planning and building a 5-7 kw cogeneration power plant including environmental assessments? What are the costs of operating a cogen plant, including technical staff requirements? What is the income potential of producing power from a cogen plant? 

· Industry analysis: What industries/products are the most water-intensive within the United States?

· International sourcing: What are the costs for agricultural labor in Columbia and China? What are estimated costs of shipping bulk agricultural products from Kenya, Colombia and China to the United States?

· Primary research of specialty buyers: What are the factors that chefs in the Chicago area consider in choosing high end cheeses for their menus?  
Outcomes and Accomplishments

· Total number of businesses assisted during CI Year 1:  29

· Total hours of research provided during CI Year 1:   641

3.  What are the lasting benefits of the project?
The following businesses spoke to the value of the program to their business development:
“[HSU’s Competitive Intelligence Research Service] has become an important tool for Marimba One and our new business development strategy.  …  [The CI researcher] was successful helping us develop a research strategy that culminated as a fresh list of well qualified sales targets. …  We are pleased with our joint efforts and look forward to working with [HSU] in the future.” 

– Chris Chadwick, Marimba One 
“World Shelters is currently benefiting from the researched information and findings provided by [the Competitive Intelligence service] regarding our unique [product]…The market research we received assisted us in understanding how our [product] compares in features, capabilities and pricing with other [similar products].  We are now better able to focus on which personal and commercial applications of our [product] may have the best opportunity for success.  This includes our ability to evaluate the costs for marketing initiatives and compare those costs with the potential for sales volume.  HSU’s Competitive Intelligence service has provided World Shelters with information we would not otherwise have due to revenue constraints and operational priorities.  The report has led to effective prioritization of our marketing plans, and should lead to increased sales achieved with efficiency.” 

-Bruce LeBel, World Shelters
“OECBD's competitive intelligence support was tremendous help for my company. It saved us at least $4,500 in patent research fees, and at least 150 person hours in secondary research and analysis. My team and I had been doing tons of patent and scientific literature review already, but as this is our first foray into intellectual property protection we weren't really sure how far we needed to go. OECBD's support not only yielded valuable new information, it also confirmed our conclusions, with a high level of professional confidence, about the novelty and non-obviousness of our innovation.”

Brandon Hemenway, AlgaRhythms, Inc.

 “The competitive intelligence report was everything we wanted. It gave us a great start in reaching our target market through blogs” This avenue has been very successful in increasing our sales as referenced in a recent newspaper article” (The Eureka Times-Standard headline 5/27/2010 Blog causes Holly Yashi website to crash; Humboldt jewelry business sees increase in sales)

Paul Lubitz, Holly-Yashi

The research conducted by [HSU] was instrumental in helping the District understand water use opportunities of various water-intensive sectors/industries.  The facility-specific water use data she collected helped us understand how much of our “surplus” water we could possibly utilize if we were able to site a number of those businesses in our community.  The results really helped establish the context of our situation.  [The researcher’s] work was very timely and her report well written. Overall, a very valuable product for the District.  

Carol Rische, Humboldt Bay Municipal Bay Water District
4.  How will you continue work started by this project?

Looking to the Future

The formal Competitive Intelligence Services established by Headwaters funding were not sustainable.  The cost structure was dependent upon securing one-time funding.  While a plan for sustainability was developed based upon incorporating a fee structure that businesses would pay, feedback from clients was such that no paid competitive intelligence services were launched.  Clients who we spoke to about the idea of charging fees all stated that the services were very valuable, but in an economic downturn, they would not utilize the research services if they had to pay a fee.

Because the Norcal SBDC believes in the Competitive Intelligence Services and has figured out a way to drastically reduce the cost of the research through relying on a central SBDC research team located in Texas, CI projects will still be conducted on a case-by-case basis.  Since the completion of the Headwaters-funded first year of CI services, the Norcal SBDC has invested another $18,000 in research.

